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Ban On Soliciting Customers ‘At Any Time’ Unenforceable, Oc- 
tober, page 30 

Industrial “1.Q.”” Quiz Helps This Agency in iliring, Ralph S. 
Littrell, February, page 30 

Image: How It Will Help You Find Better People for Your Sales 
Team, January, page 8 


FINANCE 

How Corporate Conflict Can Make Your Investment Disappear, 
Bryan E. Milling, October, page 14 

Proper Use of a Sales Budget & Forecast, Joseph Arkin, August, 
page 30 

The Spectacular Growth of IRAs, August, page 25 

How to Take Money Out of a Closely Held Corporation, Irving L. 
Blackman, August, page 10 

Unreasonable Compensation, Melvin H. Daskal, CPA, MBA, July, 
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Social Security: A Small Business Issue, December, page 24 
According to Agency Sales Poll . . . Readers Stand Solidly Behind 
Reagan Program, James J. Gibbons, December, page 8 
Independent Contractor Controversy: IRS Calls a Truce With 
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Brazilian Trade Delegation Seeks MANA’s Guidance, August, 
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vember, page 8 
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How to Build, Use and Maintain a Mailing List, Bert Holtje, July, 
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Trade Show Follow-Up Pays, August, page 22 
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Better Training: It Will Increase Productivity From Present 
Agency Resources, Don Christman & Bert Holtje, January, page 9 


Ten New Year’s Resolutions That Can Increase Your Agency In- 
come, William J. Tobin, January, page 7 
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According to Agency Sales Poll . . . Readers Stand Solidly Behind 
Reagan Program, James J. Gibbons, December, page 8 

Agent’s Computer Survey, November, page 29 

Manufacturers’ Agents 1982 Travel Survey, November, page 12 
1982 Profile of the Manufacturers’ Agent, September, page 12 
MANA Real Estate Survey, July, page 10 

Spot Survey: How Sales Agents View the Coming Year, January, 
page 2 


TAXES 

ESOPs — A Minefield of Problems, Irving Blackman, December, 
page 17 

Tax Help For a Bad Year, Irving Blackman, December, page 17 
There’s a Social Security Break for Consulting Retirees, Irving 
Blackman, December, page 17 

More Liberal Tax Rules Prevail for Sub S Corporation In 1983, 
December, page 16 

Sub S Status Not Disqualified Because of Employee Stock Plan, 
December, page 16 

How to Find Your Tax Bracket, C. Louis Hohenstein, December, 
page 12 

Tax Court Bars Splitting of Family Income Through Sub S, 
November, page 25 

More On IRS Audits: The Compliance Measurement Program, 
October, page 27 

Would Tax Simplification Be a Good Law? No, Says Blackman, 
Irving Blackman, October, page 22 

New Tax Bill: It Will Raise $98.3 Billion and Affect Your Business 
and Personal Deductions, Steven Young, October, page 8 

How The IRS Selects Returns For Audit, Melvin H. Daskal, Sep- 
tember, page 20 


How Practical Is a Partnership in 1982?, Lipman G. Feld, Septem- 
ber, page 17 


Proposed Bill Would Allow More Corporations To Use Sub S 
Election, August, page 25 

Independent Contractor Controversy: IRS Calls a Truce With 
Congress, August, page 18 

How to Take Money Out of a Closely Held Corporation, Irving L. 
Blackman, August, page 10 

Unreasonable Compensation, Melvin H. Daskal, CPA, MBA, July, 
page 22 

Operating As a Sub-S Still Has Advantages, July, page 15 
Becoming Your Own Landlord, Mark E. Battersby, July, page 13 
You Can Calculate Your Audit Odds From New IRS Report, 
June, page 8 

$100 Billion Tax Compliance Gap: Developments In Washington 
Call For Vigilance From Agents & Manufacturers, May, page 24 
Taxes: Index Can Help Prove Compensation Is Reasonable, May, 
page 22 

Taxes: IRS Defines Area to Limit Away-From-Home Deductions, 
May, page 22 

Record Retention Update, Melvin H. Daskal, MBA, CPA, April, 
page 18 

Payment For Covenant Not to Compete Held Non-Deductible, 
March, page 23 

Court Voids Ruling Which Allowed Salesman’s Travel Expenses 
Between Virginia Home & Assigned Pennsylvania Territory, Feb- 
Tuary, page 24 

Your Year to Buy a Computer? Here Are the Tax Implications, 
Mark E. Battersby, January, page 14 


TRAVEL 
How to Avoid Additional Fees On Phone Calls from Hotels, De- 
cember, page 29 


Manufacturers’ Agents 1982 Travel Survey, November, page 12 


Business Travel Costs Increase 20% In 81, July, page 30 
Some Travel Agencies Now Offer ‘‘Helpline’’ Service, June, page 
30 


Court Voids Ruling Which Allowed Salesman’s Travel — 
Between Virginia Home & Assigned Pennsylvania Territory, Feb- 
Tuary, page 24 
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"ARTICLES BY MONTH AND TITLE 


JANUARY 

Spot Survey: How Sales Agents View the Coming Year, page 2 
Ten New Year’s Resolutions That Can Increase Your Agency In- 
come, William J. Tobin, page 7 

Image: How It Will Help You Find Better People For Your Sales 
Team, page 8 

Better Training: It Will Increase Productivity From Present 
Agency Resources, Don Christman & Bert Holtje, page 9 

Looking For New Markets? How About Catalog Showrooms, 
Alan W. Johnson, page 10 

Your Year To Buy a Computer? Here Are the Tax Implications, 
Mark E. Battersby, page 14 


Independent Contractor Issue: Still On the Congressional Back 
Burner, page 16 
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Manufacturers and Agents . . . How You Can Avoid the New 
Crisis In Credibility, Henry Holtzman, page 18 


Six Ways Distributors Can Increase Cost Effectiveness, page 28 


FEBRUARY 

Sunbeam Shines With Agents, page 4 

Editors Predict Economic Gains, page 8 

Average Investment Period: A Key to More Profitable Inventory 
Management, page 12 

Form a Plan, Make Your Agency More Profitable During the 
Next Four Years, Louis Hohenstein, page 18 

Rep. Moffett Withdraws His Support For the Salesman’s Protec- 
tion Act, page 22 

Value of One Hour of Face-to-Face Selling Time, William J. Tobin, 
page 25 

Court Voids Ruling Which Allowed Salesman’s Travel Expenses 


Between Virginia Home & Assigned Pennsylvania Territory, page 
24 


Getting Through To the Decision Maker, page 28 


Industrial ‘‘1.Q.”’ Quiz Helps This Agency In Hiring, Ralph S. 
Littrell, page 30 


MARCH 

Sporting Goods Agency Scores Points With Principals, Custom- 
ers, page 4 

Helping Salesmen Overcome Resistance to a New Produ«t, page 10 
23 Ways To Lick a Recession, W. R. Hansen, page 14 

A Short Course In Government Affairs, page 16 

Your Best Kind Of Customer Can Be Your Toughest Sale, Henry 
Holtzman, page 19 

The Need For Partnership Life Insurance, page 22 

Payment For Covenant Not To Compete Held Non-Deductible, 
page 23 


APRIL 

Caplugs: Sold Exclusively By Agents, They Fill a Million Gaps, 
page 4 

Strategies For Agency Growth, Bert Holtje, page 10 

MANA Seminar: Learning Experience, page 15 

Your Sales Lead Program May Need Some Stimulation, page 17 
Record Retention Update, Melvin H. Daskal, MBA, CPA, page 18 
The Advantages Of Corporate Insurance, page 22 


MAY 

Getting Back To Basics, Steven Young, page 8 

Dr. Straingesell — Or How I Lost a Customer to a Microcomputer, 
Henry Holtzman, page 12 

Pre-Screening Guidelines For Interviews With Prospective Prin- 
cipals, Agents, page 16 

Reaching the Right Man by Phone, William J. Tobin, page 20 
Taxes: IRS Defines Area To Limit Away-From-Home Deductions, 
page 22 

Taxes: Index Can Help Prove Compensation Is Reasonable, 
page 22 - 
$100 Billion Tax Compliance Gap: Developments In Washington 
Call For Vigilance From Agents & Manufacturers, page 24 
Predicting Our Economic Future, Richard L. Lesher, page 25 

Sole Proprietorship Insurance: What The One-Man Business 
Faces, page 28 
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JUNE 

How A Lawn And Garden Agency Grows, page 4 

You Can Calculate Your Audit Odds From New IRS Report, 
page 8 

The Craft Of Team Sales Presentations, Henry Holtzman, page 9 
Better Meetings: They’re Time/Money Savers, C. Louis Hohen- 
stein, page 12 

Business Council Predicts An Economic Pull-Up By Mid-Year, 
page 14 : 

Purchasing Managers Increase Imports With Strong Dollars, 
page 14 

The Two Levels Of Sales, page 20 

MANA Urges Congress To End Uncertainty Over Definition Of 
Independent Contractor, page 22 

How To Probe For Profits, Bert Holtje, page 24 

Small Business: Change For Its Definition And R & D Support?, 
page 25 

Some Travel Agencies Now Offer ‘‘Helpline” Service, page 30 
Mobile Telephones: New Technology, Improving Service, Ex- 
panding Market, page 30 

Are They Delivering Their Lines As They Were Trained?, page 31 


JULY 

Klein Associates: Sounding Out The Market With Manufacturers’ 
Agents, Steven Young, page 4 

MANA Real Estate Survey, page 10 

Becoming Your Own Landlord, Mark E. Battersby, page 13 
Operating As A Sub-S Still Has Advantages, page 15 

Gibbons Meets With White House Official, page 14 

Small Business Index Declines, page’ 17 

Auto Topics, page 20 

When Principals Merge, page 21 

Unreasonable Compensation, Melvin H. Daskal, CPA, MBA, 
page 22 

Business Travel Costs Increase 20% In ’81, page 30 

How To Build, Use And Maintain A Mailing List, Bert Holtje, 
page 31 


AUGUST 
Interface, Inc.: An Agency That Sells To The Government, page 4 


How To Take Money Out Of A Closely Held Corporation, Irving 
L. Blackman, page 10 


Five Places Your Personal Selling Plans Can Go Wrong, Henry 
Holtzman, page 12 


Agents In Graphic Arts Fill Vital Role, page 17 

Independent Contractor Controversy: IRS Calls A Truce With 
Congress, page 18 

Supreme Court Rules . . . Auto’s Contents Can Be Searched 
Without A Warrant For ‘Cause’, Steven Young, page 20 
Putting The Squeeze On The Makers Of Faulty Cars: Lemon 
Legislation Spreads, page 21 

Trade Show Follow-Up Pays, page 22 

Purchasing Agents See Drop In Inflation, page 23 

Late Mail Complaints, page 23 

Proposed Bill Would Allow More Corporations To Use Sub S 
Election, page 25 

The Spectacular Growth of IRAs, page 25 

Brazilian Trade Delegation Seeks MANA’s Guidance, page 29 
Proper Use Of A Sales Budget & Forecast, Joseph Arkin, page 30 
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SEPTEMBER 


Agency Promotion: Five Pieces That Do The Job, page 4 

Twelve Ways a Capital Equipment Agency Has Tightened Up For 
Tougher Times, Robert D. Norton, page 6 

Wagner-Overstake Sells Eight Million In The Depressed Con- 
structior -adustry, page 8 

1982 Profiie Of The Manufacturers’ Agent, page 12 

How Practical Is A Partnership In 1982?, Lipman G. Feld, page 17 
How The IRS Selects Returns For Audit, Melvin H. Daskal, 
page 20 

A Short Course In Printing For Sales Agents, Bert Holtje, page 24 
Covenant Not To Solicit Former Customers Stands Up In Court, 
page 28 

Proposed Pension Changes Attacked, page 29 

News In Brief, page 29 


OCTOBER 

High Tech Marketing: Offering More Services To The Manufac- 
turer, page 4 

New Tax Bill: It Will Raise $98.3 Billion And Affect Your Busi- 
ness And Personal Deductions, Steven Young, page 8 

Synergy: The Agent’s — and Manufacturer’s — Ace In The Hole, 
page 10 

Keep A Customer Data Log And Keep Your Customers, Henry 
Holtzman, page i2 

How Corporate Conflict Can Make Your Investment Disappear, 
Bryan E. Milling, page 14 

Views On The Economy, page 21 

Would Tax Simplification Be A Good Law? No, Says Blackman, 
Irving Blackman, page 22 

Now Is A Good Time To Consider Product Liability Insurance, 
page 23 

Are Field People Exposing You To Product Liability Dangers?, 
page 23 

More On IRS Audits: The Compliance Measurement Program, 
page 27 


Ban On Soliciting Customers ‘At Any Time’ Unenforceable, 
page 30 


Are You Monitoring The Competition For Vital Market Informa- 
tion?, page 30 


NOVEMBER : 

The Agent on the Manufacturer’s Board of Directers, Steven 
Young, page 4 

Selling to the Federal Government — Part I, Kristin Pfoutz, page 8 
Manufacturers’ Agents 1982 Travel Survey, page 12 

An Effective Five-Point Sales Training Program, Henry Holtzman, 
page 22 

Tax Court Bars Splitting of Family Income Through Sub S, 
page 25 

Not Every On-The-Job Accident is Covered by Worker’s Comp, 
page 27 

Agent’s Computer Survey, page 29 


DECEMBER 

Stained Glassware Sales Take On a Rosy Hue Through Agents, 
Henry Holtzman, page 4 

According to Agency Sales Poll . . . Readers Stand Solidly Behind 
Reagan Program, James J. Gibbons, page 8 

How To Find Your Tax Bracket, C. Louis Hohenstein, page 12 
Sub as Disqualified Because of Employee Stock Plan, 
page | 

ana catia am artnet 1983, 
page | 

There’s a Social Security Break for Consulting Retirees, Irving 
Blackman, page 17 

Tax Help For a Bad Year, Irving Blackman, page 17 

ESOPs — A Minefield of Problems, Irving Blackman, page 17 
move, | to the Federal Government — Part II, Kristin Pfoutz, 
_page 

Social Security: A Small Business Issue, page 24 

How Avoid Additional Fees on Phone Calls From Hotels, 
page 29 


High Technology Institute Formed to Aid Small Business Firms 


Washington, D.C.— Business leaders and scholars from 14 
’ states met here recently to form the Small Business High Tech- 
nology Institute, a privately-funded research group whose main 
purpose is tc encourage the small business community’s par- 
ticipation in a multi-million dollar federal research and devel- 
opment program created by the passage of S. 881, the Small 
Business Innovation and Research Development Act. 

Roger Hill of Racine, Wis., president of the Gettys Division 
of Gould Corporation and newly elected chairman of the Insti- 
tute, said that the group was founded as a ‘‘direct.response’’ to 
the bill’s requirement that the small business community be 
given a greater share of federal R & D expenditures. 

The federal program mandated by the bill directs nine federal 
agencies which spend more than $100 million a year on re- 
search and development to launch so-called small business in- 
novation research and development programs (SBIRs) in the 
1983 fiscal year. Each agency is required to set aside not less 
than .2% of its R & D budget to its SBIR program. The Na- 


tional Science Foundation has managed a successful model for 
the program for more than five years, and more than 300 grants 
have already been made through it. The Department of De- 
fense, perhaps the government’s largest R & D contractor, 
made its first 100 grants last December, just before passage of 
the new law. 


In his inaugural statement, Institute Chairn. _ilill said, ‘‘by 
the first of the year we hope to have drawn into tic Institute’s 
monitoring, research and educational work men and women 
from every state in the Union. Like the initial directors, many 
of them will be people who have founded and built growth 
businesses. Others will be those professionals who work most 
closely with technology entrepreneurs — engineers, bankers, 
accountants, lawyers and venture capitalists. ’’ 

Milton D. Stewart, editor of Jnc., a national magazine for 
growing companies, was elected president of the Institute. 
Stewart also serves as counsel to the Washington law firm of 
Chapman, Duff and Paul. 
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